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Selling SP Service 


It begins with a sales organization that has a new identity. 


More than 400 of our sales people 
from coast to coast attended an impor- 
tant meeting in San Diego during the 
first week of the New Year. 

Speakers included Chairman B. F. 
Biaggini, SP Transportation Company 
President D. K. McNear, Vice Presi- 
dent-Traffic R. L. King, Vice President- 
Operations A. D. DeMoss and a num- 
ber of other top officers. 

“Not only was it Southern Pacific’s 
first nationwide sales meeting,” says Vice 
President-Sales Robert E. Wynkoop, 
“but it also gave official recognition to 
the fact that the sales organization has 
attained a new identity im our company.” 

“Over the past year, we have become 
an independent Sales Department—part 
of, but nevertheless separate from the 
other functions and activities of the Traf- 
fic Department,” he explains. “We've 
been headed this way for along time, but 
the advent of SP’s dynamic new market- 
ing orientation has speeded the process.” 

“Our special responsibility—as the 
company gears up to meet the challenges 
of the 1980s—is to translate its market- 
ing strategy and objectives into results 
that can be seen on the ‘bottom line,”” he 
adds. “It’s up to the Sales Department 
to make it all happen.” 

Assisting Wynkoop with the manage- 
ment of the department’s 700 sales and 
office support people are General Sales 
Manager Bruce H. Howe and the man- 
agers of SP’s six major sales regions. 
Their names and titles are listed in the 
box on page 6. 

“1979 was a year of change for all of 
us in the Sales Department,” Howe points 
out. “We've shifted gears and changed 
our approach in a number of key areas 
—all aimed at increasing the effective- 
ness of our organization.” 

Here is a brief overview of some of 
these changes: 


Organization 


® Sales job titles were reduced in num- 
ber and standardized throughout the 
country. People with similar responsi- 
bilities were given the same titles. “The 


result is a stronger organization,” Howe 
says, “and members of the department 
now know exactly what title changes 
represent career advancement for them.” 

Sales people were made responsi- 
ble for selling TOFC/COFC service, in 
addition to other kinds of SP service, 
and most of the former separate inter- 
modal sales staff was absorbed into the 
new sales organization. “This step sim- 
plified lines of responsibility, and great- 
ly increased our capabilities in the inter- 
modal area,” Howe explains. “In effect, 
we now have 400 intermodal sales peo- 
ple.” 

«A National Accounts Sales Group 


was established to help tie together our 
whole sales approach to major shippers 
who often have plants and/or subsid- 
iary operations at a number of different 
locations. The group, headed by Steven 
G. Lautsch, will be staffed by seven spe- 
cialists in various commodity or busi- 
ness segment areas. (Five are already on 
board.) “We plan to offer major ship- 
pers a complete transportation package, 
based on the best know-how available in 
our company,” Lautsch says. “In the pro- 
cess, we will be working closely with our 
field sales people, providing back-up and 
support for them and incorporating their 


Robert E, Wynkoop (right), vice president-sales, who heads 
SP's Sales Department, confers with General Sales Manager 
Bruce H. Howe. 


knowledge into a coordinated and effec- 
tive sales approach.” 

Six managers-international were 
appointed to help SP sales people in the 
various regions increase the company’s 
share of the important traffic that moves 
to and from overseas points. Members 
of the National Accounts Sales Group 
will also assist in this effort through their 
contacts with major international ship- 
pers and consignees. 

© Eight people were added to the sales 
staff at San Francisco to help develop 
and administer sales programs. 


Personnel Administration 


¢ Recruitment and hiring of sales peo- 
ple—primarily a headquarters function 
in past years—is now the responsibility 
of the field sales managers. They will also 
play the key role in salary decision mak- 
ing. “This was another move toward 
strengthening our sales organization.” 
Wynkoop points out. 


Training 


¢ During 1979, Mark Goss, manager 
of sales administration and develop- 
ment, conducted 12 two-day “inter- 
modal Selling Skills” workshops with 
the objective, as Goss puts it, “of mak- 
ing our sales people as effective in in- 
termodal] sales as they are in carload 
selling.” 

¢ Jerry Frazier, manager of sales train- 
ing, led five five-day Sales Management 
Seminars attended by about 100 line 
sales managers. These workshops cov- 
ered the fundamentals of the manage- 
ment process and also dealt with effective 
hiring and recruitment methods. 

© The “Selling for Results” seminars, 
which began late in 1978, were conclud- 
ed last year. More than 300 of our rail 
and truck line sales people attended these 
five-day workshops in effective sales- 
manship (see February, 1979 Budletin). 


# In 1980, SP sales people will be tak- 
ing the nationally known “Profession- 
al Selling Skills” course developed by 
Xerox Learning Systems and custom- 
ized to meet the needs of our company. 
The three-day course will be conducted 
by specially trained sales people in each 
region. Sales management seminars will 
continue in 1980, and there will also be 
special instruction in the area of inter- 
national traffic. 


Systems and Procedures 


¢“One of our most important accom- 
plishments during the past year,” Howe 
says, “was the development of an ob- 
jective evaluation system which makes 
it possible for us to determine at regu- 
lar intervals how well we’re doing on our 
jobs in a number of broad areas.” 

Each sales person sets challenging, yet 
realistic goals for himself in conference 
with his immediate superior. Two goals 


are required of every member of the sales 
force. They relate to revenue volume 
and revenue quality. Sales personnel 
also select four other goals that are ap- 
propriate to their particular territories. 

Each individual is then rated on how 
well he meets his goals. Standings, based 
on the percentage of goal attained, are 
published, so that each sales person 
knows on a monthly basis how well he 
or she is doing relative to others in the 
same job category. The ratings also enter 
into the individual's annual Performance 
Evaluation, which covers such addition- 
al criteria as job knowledge, leadership 
and quality of work. 

© Daily Sales Activity Reports were 
also introduced in 1979. Their main pur- 
pose is to provide a quick way for sales 
Tepresentatives and managers to eval- 
uate the effectiveness of sales activity — 
particularly sales calls, which Howe con- 
siders to be “the most valuable use we 
can make of our time.” In his report, the 
sales representative briefly outlines who 


was contacted at which companies and 
with what results. 

®A Sales Lead Form will be devel- 
oped for use within the Sales Depart- 


The special responsibility of the 

Sales Department is to translate 

the company’s marketing strategy 

and objectives into “bottom line” 
results. 


ment and with our trucking company 
sales people as a vehicle for exchanging 
information and to ensure follow-up on 
clues to potential traffic. 

°A Sales Manual is being prepared 
for distribution in 1980 to all sales per- 
sonnel. It will explain the department’s 
policies, systems and procedures, both 
to update present personnel and to pro- 


vide basic information for new sales 
people. 


Rewards and Recognition 


*“We all need recognition for our ef- 
forts,” Wynkoop points out, “and it is 
certainly a vital part of any sales pro- 
gram. Top performance in our depart- 
ment will be recognized by appropriate 
salary increases, but it will also be hon- 
ored in other ways. One of them will be 
membership in our newly established SP 
President’s Club.” 

Each quarter, the highest ranked peo- 
ple in each of the sales job categories will 
be named members of the President’s 
Club and will receive appropriate hon- 
ors and gifts, Then, those with the high- 
est ranking for the year will receive the 
annual “President’s Award for Sales 
Excellence.” They will receive special 
recognition at SP’s annual sales meeting, 
plus some very tangible rewards. 

«During 1979, the department con- 


A typical SP sales representative, as depicted by freelance artist Timothy Mitoma, is sur- 
rounded by some of the different types of transportation services offered by our company. 


“Our aim with the Intoxilyzer Program 
is to help guarantee that our people have 
a safe working environment.” 


Orville d. Pilcher, manager ofemployee safety, holds the breath sampling unit of the Intoxilyzer. A mem- 
ber of the Safety Department will demonstrate the device at major on and off-duty points during the 


next few weeks. 
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New Program to Aid Job Safety 


There is a serious, nationwide and lit- 
tle-understood epidemic in this country. 
It is called alcoholism. 

Consider these statistics: Nearly three- 
fourths of all adult Americans drink in 
varying degrees. It is estimated that one 
out of every 15 of them will develop al- 
coholism. The number of people in our 
country suffering from this complex, 
progressive illness has doubled since 1955, 
with terrible human consequences. 


Alcohol abuse now accounts for 50% 
of all fatal traffic accidents, 80% of all 
misdemeanor and felony offenses, 50% 
of all mental health cases and 40% of all 
juvenile delinquency. 

Only a small number of alcoholics 
are “skid row” drinkers; most hold jobs 
in business and industry. The National 
Council on Alcoholism estimates that 
these problem drinkers cost their em- 
ployers at least $4.2 billion a year in ac- 


cidents to themselves and fellow work- 
ers, absenteeism, needless sick payments 
and other forms of waste. 

Statistics show that alcohol abuse is 


as prevalent in the railroad industry as - 


it is in other industries. A recent study of 
drinking problems on seven major rail- 
roads (including SP) sponsored by the 
Federal Railroad Admininstration found 
that “one-eighth of all railroad workers 
must be classified as problem drinkers.” 
{The study covers all categories of em- 
ployees.) 

It also found that 12% of the railroad 
workers on the seven lines drank while 
on duty or while subject to call at least 
once during the study year, one in 10 re- 
ported to work drunk at least once, and 
12% admitted covering on occasion for 
a fellow employee who was drunk while 
on duty. 

The study reports that there were 
enough drinking rule violations on the 
seven lines during the study year to make 
the problem of alcohol abuse a matter 
of major concern to the entire railroad 
industry. 

Three years ago, Southern Pacific es- 
tablished its Family Assistance Program 
(see page 7) to provide skilled and con- 
fidential help to employees who have 
drinking problems or other difficulties 
that might jeopardize their jobs or fam- 
ily stability. The program, which has full 
union endorsement, is also available to 


Selling SP Service 


Continued from page 5 


ducted SP’s first-ever sales contest, 
“Backhaul Bonanza” (see December, 
1979, Bulletin), with more than 300 par- 
ticipants, who all helped increase back- 
haul loadings for our company. Winners 
received various merchandise prizes and 
special awards at the National Sales 
Meeting in San Diego. Their names will 
be announced in a subsequent issue of 
the Bulletin, Additional sales contests 
wili be.developed and implemented in 
the future, based on the success of 
“Backhaul Bonanza” and the known 
sales effectiveness of this approach, 
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© Within the next few weeks, company 
automobiles will be furnished to virtual- 
ly all of the department’s sales people as 
a further aid to effective sales perfor- 
mance. 


Goal for 1980 


“Our key objective for the year ahead 
will be to bring about a substantial in- 
crease in. our company’s market share 
and earnings by selling the precise pack- 
age of transportation services that best 
meets the needs of our customers,” Wyn- 
koop says. “That’s a major challenge, 
and it-will take top sales performance.to 
achieve it. But we have excellent people 
and a’stronger sales organization than 


ever before, and we know we can do it.” 


Six Regional Managers 


Assisting Vice President-Sales Robert 
E. Wynkoop with the administration 
of the Sales Department’s major sales 
regions are: Assistant Vice Presidents- 
Sales G. E. Scholibo, Portland; J.T. 
Bertram, Oakland; F. M. Guerin, Los 
Angeles; R. G. Thruston, Houston; 
and R. C. Cynor, Chicago. E. N. 
Brown, vice president-sales for the 
Cotton Belt, with headquarters at 
San Francisco, handles the assign- 
ment.for that subsidiary. 


spouses and dependents. 

Now the company is moving a step 
further in dealing with job-related use of 
alcohol, It has announced plans to spot 
check employees—particulary those who 
work on or about moving equipment—— 
with a device called an “Intoxilyzer,” 
which measures the concentration of al- 
cohol in the bloodstream through analy- 
sis of a breath sample. 

This electronic unit is the most sophis- 
ticated, fool-proof breath testing device 
available today, and it has the approval 
of the U.S. Department of Transporta- 
tion for evidential use. 

Before the spot checking program 
begins, a familiarization program will 
be conducted with demonstrations of 
the Intoxilyzer at major on and off duty 
points by an officer of the Safety Depart- 
ment. The familiarization program is ex- 
pected to take approximately 90 days 
and will begin within the next few weeks. 

The spot checking program will start 
at points between Ei Paso and Portland. 
The company plans to acquire an addi- 
tional unit at a later date for use in Texas 
and Louisiana and on the Cotton Belt. 

“Our aim with this program is to help 
guarantee that our people have a safe 
working environment,” explains Alan D. 
DeMoss, vice president-operations. “We 
don’t think they should ever be endan- 
gered by having to work with individuals 
attempting to perform their duties under 
the influence of alcohol, and we're con- 
fident that employees and their families 
will agree with this view.” 

DeMoss emphasizes that “during the 
familiarization period, no one found to 
have been drinking will be allowed to per- 
form service, but at the same time no dis- 
ciplinary action will be taken as a result 
of Intoxilyzer readings, and they will not 
be used as evidence in ‘Rule G’ cases.” 

“The majority of our people are nor 
problem drinkers,” he adds. “Some, for 
example, with excellent records of rules 
observance and many years of loyal ser- 
vice will be asked to breathe into the In- 
toxilyzer during the course of our famil- 
iarization and subsequent spot checking 
program. While resentment on their part 
certainly would be understandable, we 
are asking for their cooperation and that 
of all employees in the interest of the 
overall safety objectives of this impor- 
tant effort.” 

“With the cooperation and help of SP 
people, we can make sure that the prob- 
lem drinker does not endanger himself 
or his fellow employees on our railroad,” 
DeMoss says, “and we can offer skilled 
counseling and assistance to those who 
have a problem with alcohol abuse.” 1 


“A year ago I hit the bottom. I was 
physically and emotionally sick. Final- 


ly, I made a telephone call and asked 
for help. That call saved my life.” 


The Family Assistance Program 


A long-time Southern Pacific employ- 
ee whose life was being destroyed by al- 
cohol abuse wrote the words you see at 
the top of this page. The phone call he 
made was to one of the counselors in SP’s 
Family Assistance Program. The coun- 
selor arranged for him to be admitted to 
a hospital which specializes in the treat- 
ment of acute and chronic alcoholism 
and stayed in touch with him during his 
rehabilitation. 

“Today,” the employee's letter contin- 
ues, “lam a totally different person. My 
health has returned, I have found a new 
lifestyle enabling me to walk with dignity 
once again, and I Jook forward toa hap- 
py and fruitful future. I will always be 
grateful to SP’s Family Assistance Pro- 
gram. It really works.” 

The program, now in its third year, 
offers skilled assistance not only with 
alcoholism and drug abuse, but with 
family, financial and legal problems, 

V. R. Russell, project manager, San 
Francisco, who directs SP’s Family As- 
sistance Program, points out that it is 
available to spouses and dependents, as 
well as employees. 

“Alcoholism, unfortunately, is a fam- 
ily affair,” Russell says. “It severely af- 
fects spouses and children, as well as the 
alcoholic himself. We offer help to them 
with or without the employee’s involve- 
ment, and we actively seek their coopera- 
tion in any program of rehabilitation. 
Their help is vitally important to its suc- 
cessful outcome.” 

Over 650 employees from all depart- 
ments and from all over the system have 
sought help through the program since 
its inception—526 of them for problems 
connected with alcohol abuse. 

Since 50% of the railroad employees 
interviewed during the FRA study (see 
accompanying article) did not know that 
their companies have family assistance 
programs, we are offering a brief sum- 
mary of SP’s program here. A detailed 
booklet on the program may be obtained 
by phoning one of SP’s counselors (at 
Tight). 

The program is voluntary: the client 


must seek help himself or herself from 
one of the Family Assistance counselors. 
It is confidential: the counselor's offices 
are located away from company property, 
and no information on any client is ever 
released without the client’s written con- 
sent. Job security or promotional oppor- 
tunities are not affected by requests for 
help. 

SP’s counselors are skilled profes- 
sionals who are dedicated to helping 
people with alcoholism and/or other 
problems. The counselor will set up an 
appointment, talk over the problem and 
suggest appropriate steps to take. In 
many cases, he will find outside assis- 
tance for the individual, especially if the 
problem requires medical help. (This is 
only done with the client’s approval.) He 
will stay in touch with the client until the 
problem is resolved or the client no long- 
er wants help. 

The services of the Family Assistance 
counselors are free. Counseling costs are 
assumed by the company. All other costs 
involving voluntary treatment or reha- 
bilitation are the client’s responsibility 
(some are covered by insurance). Person- 
al business leaves of absence will be grant- 
ed, when required, to employees when 
absence from their work is necessary for 
medical or clinical rehabilitation. 

“SP’s Family Assistance Program is 
there for your use if you think you need 
it or want it,” Russell says. “It’s also there 
for your loved ones. Allit takes is a phone 
call.” oO 
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‘You're the Greatest!’ 


“It’s a habit I’ve decided not to break. 
[ve been a United’ Way contributor 
since 1967, the year I joined.the.co: 


Merry Reed, PAL T-cashie 


Lifesaver Campaigns 
Cut Deaths, Injuries 


Accidents at Arizona rairoad cross- 
ings were reduced dramatically dur- 
ing 1979, and the number of deaths 
from such accidents dropped to zero. 
Gov. Bruce Babbitt credited the state’s 
“Operation Lifesaver” crossing safe- 
ty campaign for this achievement. The 
campaign just completed its second 
successful year. 

Here’s how Arizona’s 1979 record 
compares with the previous year: 
train/vehicle accidents declined from 
73 to 43, deaths went down from eight 
to none, and injuries dropped from 38 
to 13. 

Major progress in reducing acci- 
dents, deaths and injuries has also 
been achieved by Oregon’s Operation 
Lifesaver campaign, which completed 
its second year in mid-October. 

During the two-year period, rail- 
highway accidents in Oregon declined 
18%, while deaths and injuries each 
went down 33%. Oo 


A $5,000 contribution from SP to the 
City of Los Angeles will be used for land- 
scaping improvements along the Santa 
Monica branch line in downtown Los 
Angeles. Palm and Halian cypress trees 
will be planted along the right-of-way to 
provide. a more attractive look for the 
city’s 1981 bicentennial celebration and 
the 1984 Olympic games. Participating in 
ground breaking ceremonies were Los 
Angeles City Councilman Robert Farrell 
(right), Neil Denering (left), asst. superin- 
tendent of the city’s street tree division, 
and Richard Hall, SP’s asst. manager- 
public relations.at Los Angeles. 
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NWP Tunnel Reopens 


On December 7, the first train rolled 
through the Northwestern Pacific 
Railroad’s 4,323-foot Island Moun- 
tain tunnel, closed for more than 14 
months after having been damaged 
by fire and cave-ins. 

In September, 1978, a fire of un- 
known origin swept through the tun- 
nel, located in the Eel River Canyon, 
200 miles north of San Francisco. 

Tons of caved-in rock and timber 
blocked about 1,700 feet of the tunnel, 
and fire destroyed another 700 feet. 

Working two 10-hour shifts, six 
days a week, repair crews began ex- 
cavating debris from both ends. Con- 
crete was sprayed on the roof and walls 
of the tunnel to cover exposed rock 
and prevent deterioration, and steel 
was used to reinforce the structure 
where necessary. 

Carloads of timber products began 
moving over the NWP as soon as the 
repairs had been completed. QO 


Safety Awards 


Honored in recent weeks with SP’s 
Eagle Eye Award for “special alert- 
ness in finding defects which were not 
easily seen through regular observa- 
tion and for taking action which pre- 
vented possible accidents” were: 

WESTERN DIVISION: K. A. Dias, 
carman; D. R. Mella, train clerk; M. A. 
Traner, yardmaster. 

OREGON DIVISION: H. W. Baltar, 
signal maintainer; J. Deloach, laborer; 
L. M. Gentry and J. A. Whatley, both 
conductors; J. Kalayjian and W. J. Sirnio, 
both brakemen. 

HOUSTON DIVISION: C. Barrett, 
R. E. Wilson and J. Young, al/ carmen, E. 
VY. Tice, hostler pilot; L. D. Youngblood, 
engineer. 

SACRAMENTO DIVISION: J. T. 
Briston and R. R. Teeters, both carmen; 
R. L. Hadley, engineer; E. Reyes, extra 
gang foreman. 

LOS ANGELES DIVISION: B. D. 
Bowyer, foreman; D, J. Broda, brake- 
man; ©, J, Duquette, machinist; J. J. Dre- 
mel, roundhouse foreman; R. A. Gandy, 
engineer, G. A. Hernandez, asst, division 


engineer; J. Kennon, asst. general fore- * 


man; L. M. Mendoza, car inspector. 
TUCSON DIVISION: R. H. Glasser, 
conductor; J. T. Martin and E. C. White, 


both electricians. 
SAN ANTONIO DIVISION: P. C. 
O'Leary, water service mechanic. 
COTTON BELT: J. H. Bailey, car in- 
Spector. 


PMT Employees at 
Portland Share Their 
Holiday Spirit 


For many years, the employees of 
Pacific Motor Trucking Company's 
Portland terminal have sponsored a 
needy family at Christmas. 

In 1978 they decided to do more. 
They “adopted” the 37 residents— 
ranging in age from 23 to 96—at Port- 
land’s Midway Care Center and held 
a Christmas party. It was such a suc- 
cess for both the patients and the 
PMT’ers that they sponsored their sec- 
ond annual Christmas party in 1979. 

Extra Clerk Marsha McVey, Cash- 
ier Linda Milner and Rate Clerk 
Geraldine Pruitt interviewed each 
resident, then posted a “gift-wish” 
list on bulletin boards throughout the 
PMT terminal. 


The Christmas Committee reports 


the reaction was “tremendous.” Gifts 
poured in, all earmarked for indi- 
vidual patients. An additional $380 
was collected to buy extra presents, 
ice cream, cookies and punch. 

“Some of our people came in and 
handed us $20 and $30 in cash,” Lin- 
da Milner said. “One truck driver gave 
me $20 and told me to ‘buy something 
nice for the 96-year-old lady that 
needs slippers.’ By the time we were 
through, we filled two huge boxes 
containing two or three presents for 
each resident.” 

The party was held a week before 
Christmas. Supervisor Ray Holtcamp 
played Santa Claus; Jodi Braundressed 
up as Santa’s elf. 

“None of us are great singers,” 
Marsha McVey added, “but we start- 
ed singing carols and soon all of the 
residents joined in. They loved it. 
They laughed and then some of them 
cried. Maybe it was because of our 
singing, ‘but 1 don’t think so.” 

-“Qur party meant.a great deal to 
the.residents,” Geraldine Pruitt con- 
cluded, “but it:also made us feel very 
good, too.” Qo 


Books by SP Authors 


A Baggage Car with Lace Curtains 
is the title of a delightful book by Kay 
Fisher, wife of retired Colfax Signal 
Maintainer Bill Fisher, about their life 
together in a railroad outfit car dur- 
ing the 1940s. Locale of this semi-fic- 
tionalized account is SP’s Donner 
Summit Route over the Sierra. The 
175-page, softbound book has 25 pho- 
tos and 17 sketches. It is available for 
$8.43 (postpaid) from B&K Fisher, 
P.O. Box 714, Colfax, CA 95713. 

Hogheads and Highballs—Rail- 
road Lore and Humor is the latest 
offering from the busy pen of retired 
Western Division Locomotive Engi- 
neer Dick Murdock. This amusing 
collection of anecdotes and sketches 
is available to Bulletin readers for $4 
(postpaid) from May-Murdock Pub- 
ications, Box 343, 90 Glenwood Ave., 
Ross, CA 94957. qo 


Bulletin Board 


Elected or appointed to various 
posts: Joe M. Faucett, account exec- 
utive, Cotton Belt, Pine Bluff, as pres- 
ident, Southeast Arkansas Traffic 
Club; H. J. Dennis, account executive, 
Cotton Belt, Texarkana, as president, 
National Defense Transportation As- 


sociation, Texarkana Chapter; Bruce 
P. Bair, district sales manager, Oak- 
land, as a director, Oakland Chamber 
of Commerce; W. J. Brickwedel, man- 
ager of pricing-equipment utilization, 
San Francisco, as secretary, S.F. Chap- 
ter 48, Delta Nu Alpha Transportation 
Fraternity; and Florentino Fontes, 
SP engine foreman and mayor of No- 
gales, Ariz., as a member, Executive 
Committee, League of Arizona Cities 
and Towns. 

Staff Sgt. Robert Watson, son of 
Rate Clerk and Mrs. Perry Watson of 
Klamath Falls, has been named 1979 
“Air Force Personnel Manager of the 
Year.” im] 


What’s Your Opinion 
Of Family Safety? 


The fall issue of Famtly Safety, the 
quarterly magazine being sent to SP 
Transportaiton Company and Cotton 
Belt employees, was mailed in No- 
vember, and the winter issue is due 
out soon. 

Orville J. Pilcher, manager-employ- 
ee safety, San Francisco, asks those 
who receive the magazine to let him 
know whether or not they consider it 
useful. (Just drop him a note.) “Your 
comments will help us determine 
whether it should be continued.” he 
said. 


Bridge Tender Rescues 
Boys in Leaking Boat 


Quick thinking on the part of Oran 
T. St. Marie, bridge tender on SP’s 
big bridge across the Atchafalaya 
River at Morgan City, La., recently 
helped save the lives of two boys aged 
eight and 10. 

The boys, who had been trying to 
cross the river in a leaking 12-foot 
aluminum boat, were caught by the 
strong current and were drifting help- 
lessly toward the 1,840-foot railroad 
bridge when St. Marie saw them. 

“I knew they didn’t have enough 
strength to paddle against the cur- 
rent, and | also knew that if they drift- 
ed past the bridge they would be in 
danger of being run over by a tug boat 
pulling a long string of barges,” he 
says. 

St. Marie put on a life preserver, 
walked out on the bridge—which is 
about 10 feet above the water—and 
jumped in. He climbed into the boys’ 
boat and paddled it to shore, Then he 
called the Sheriff's Department, re- 
questing that the boys be returned to 
their homes. 

“After that, [ squeezed the water 
out of my clothes and went back on 
duty,” the SP bridge tender recalls. 
He has been with the company since 
1969. 


Management 
Moves 


Operating Department 


Robert D. Krebs, former general 
manager at San Francisco, has been 
appointed vice president-transporta- 
tion. Both the general managers at 
San Francisco and Houston will re- 
port to him in this new position. 

Krebs joined the company in 1966 
and held various operating posts be- 
fore being named division superin- 
tendent of the Cotton Belt at Pine 
Bluff in 1971. Other significant as- 
signments he has held include assis- 
tant general manager at Houston, 
assistant vice president-operations at 
San Francisco and assistant to the 
president. 

Krebs earned his master’s degree 
in business administration from Har- 
vard Business School. 

Charles T. Babers succeeds Krebs 
as general manager at San Francisco. 
Babers has held the post of assistant 
general manager since 1976, 

Babers, a 30-year SP veteran, has 
held the positions of assistant super- 
intendent at Bakersfield, Los Angeles 
and Portland. He was promoted to 
superintendent of the Oregon Divi- 
sion in 1973. 

Babers attended the University of 
Texas at El Paso and the University 


Krebs 


W’. Jones 


Buhers 


12 


of Eastern New Mexico. 

William J. Lacy has been named 
general manager at Houston, succeed- 
ing John D. Ramsey who has been 
appointed assistant vice president- 
Executive Department at Houston. 

Since 1977 Lacy has been assistant 
general manager at San Francisco. 
Other key appointments during his 
36-year career have included regional 
operations manager at Houston and 
division superintendent for the Cot- 
ton Belt at Pine Bluff. 

Lacy attended Centenary College. 

William M. Jones has been named 
assistant vice president-operations 
planning and control. 

During his 39 years with the com- 
pany Jones has served as assistant ter- 
minal superintendent and terminal su- 
perintendent of the Los Angeles Yard, 
Los Angeles Division assistant super- 
intendent and Western Division su- 
perintendent. He was named assistant 
general manager-operations planning 
and control in 1979. 


Public Relations Department 


Kenneth Jones has been appointed 
to a new position as a writer and ed- 
itor on the professional staff of the 
Public Relations Department in San 
Francisco. His duties will include 
assisting with speech writing assign- 
ments. 

A graduate of Syracuse University 
with a B.A. in journalism, Jones has 
had broad experience as a consultant 
in political campaigns and in public 
relations, including eight years on the 
PR staff of the Bank of America. 


Accounting Department 


Eric Johnson, assistant controller 
since 1974, has been named control- 
ler. He assumes railroad accounting 
duties held by Donal Praeger, who 
will continue as vice president and 
controller of Southern Pacific Com- 
pany and vice president of SPTCo. 

A graduate of Boston College, 
Johnson has a master’s degree in busi- 
ness administration from Harvard 
Business School. 

Frank Green has been appointed 
assistant to controller. A University 
of Minnesota graduate, Green recent- 
ly joined the company after holding 
positions in both state and transpor- 
tation accounting, 

Leonard Peterson, former manager 
of corporate accounting, has been ap- 
pointed to the new position of manag- 
er of corporate auditing for Southern 
Pacific Company. 

He will be responsible for the rela- 
tionship between management and 
the Audit Committee of the Board of 
Directors, auditing corporate func- 
tions, and developing and training in-~ 
ternal auditing groups for each of the 
company’s operating subsidiaries. 

Peterson, who earned his master’s 
degree in business administration 
from San Jose State University, is a 
certified public accountant. He joined 
the company in 1974. 

John Kus succeeds Peterson as 
manager of corporate accounting. He 
is a graduate of Golden Gate Univer- 
sity and joined SP after having spent 
several years in public and industrial 
accounting. 


Peterson 


A\t times his accent is quite strong. 
At other times, it is hardly noticeable. 
Some people, more than others, bring 
out the Cajun in Sandrus Baudoin, a re- 
gional sales manager for Southern Pa- 
cific Transport Company of Texas and 
Louisiana, one of SP’s three trucking 
subsidiaries. 

Baudoin grew up in the rural Loui- 
siana countryside near Lafayette where 
most natives are Cajuns, people of Ar- 
cadian and American Indian heritage. 
They speak a French dialect that dates 
back to the 1700s, have their own color- 
ful music and prepare food in ways that 
are unique to Louisiana, 

Baudoin brings a little of this color to 
the company’s office in New Orleans 
where he’s responsible for selling SP 
truck service in Region 6 (all of Louisi- 
ana, except Shreveport). His Cajun ac- 
cent surfaces as he describes his efforts 
to develop long-haul and “major market” 
traffic, or introduce shippers to an inter- 
modal service called FASTRAC. 

Baudoin is one of seven regional sales 
managers, positions created last year 
when the sales and traffic areas were re- 
organized to provide a consolidated sales 
structure for the three trucking subsid- 
jaries: PMT, SWT and SPT of T&L. 
According to Bob Olterman, system vice 
president-sales and traffic for the truck- 
ing subsidiaries, the reorganization re- 
sulted from two ICC decisions that re- 
moved restrictions on the operating rights 
of the three subsidiaries and allowed 
them to meld their operations into a co- 
ordinated system providing direct freight 
service to some 1,800 communities 
throughout SP’s Golden Empire. 

Baudoin is responsible for implement- 
ing the corporate sales programs in his 
territory; selecting, training and moti- 
vating his sales staff; coordinating the 
sales program with the operating em- 
ployees; and acting as the sales repre- 
sentative for major key accounts. It is a 
job that requires a thorough knowledge 
of the trucking industry, an understand- 
ing of the company’s goals and objec- 
tives, the ability to manage people and 
a lot of dedication. 

“You want to know what my two fa- 
vorite hobbies are?” Baudoin asks. “My 
family and work.” [t sounds a little corny, 
and Baudoin will be the first to admit it, 
but he is quite sincere. “For me, work is 
fun, Many people don’t believe a job can 
be enjoyable, but I do.” 

Baudoin joined the company 25 years 
ago, first working for the railroad before 
moving over to the trucking side. By the 
time he was 21, he had been appointed 
terminal manager at Morgan City, Loui- 


PMT’s Regional 
Sales Managers 

They’re the ones responsible 
for selling SP’s truck service. 


Sandrus Baudoin tackles this 
job in Louisiana. 


Sandrus Baudoin (left) calls on Dan Kelly ne 
president of Dan Kelly Warehouse. Inc. 


siana. “It was difficult to handle that re- 
sponsibility at that age,” he recalls. “I had 
to supervise people who were not only 
older, but more experienced.” However, 
he learned—perhaps the hard way—how 
to be an excellent manager of people. 

When he was appointed regional sales 
manager last year, he described himself 
as “a sales manager of nobody.” He had 
a territory that included the third larg- 
est port in the world, the Port of New Or- 
leans, but he was without a sales staff. 
Since then, he has hired four sales rep- 
resentatives—Tommy Poindexter, Shel- 
lie Waites, Jr., Don Wagner and Vic 
Graphia, Jr.—and indoctrinated them 
in the business. He considers himself 
lucky to have four sharp sales reps, but 
“luck” didn’t have anything to do with 
it. Rather, it’s Baudoin’s personal dedi- 
cation to teach, advise and inspire that 
motivates these highly qualified sales- 
men to excel. 

“When I hired them,” Baudoin ex- 
plains, “I told each one I expected one 
thing, above ail else: total loyalty. I'll 
be completely honest with you, I said, 
and I want you to be the same with me. 
My door is always open. You can walk 
in my office and criticize me if you think 
I’m wrong, because. you can bet that if 
I think you’re doing something wrong, 
i'm going to be the first one through your 
door to tell you.” 


“T try to let each sales rep do his own 


; thing,” Baudoin continues. “By that, [ 


mean I let him develop a selling style that 
he’s comfortable with. But it takes a lot 
more than style. He must know every- 
thing there is to know about our service. 
T encourage each one to find out how the 
operation works and to keep an eye on 
things, in both good and bad times.” 

A typical day for a regional sales man- 
ager can be described in one word: busy. 
Baudoin’s appointment calendar may 
include meetings with representatives of 
the petrochemical industry or the Port 
of New Orleans—two important sources 
of traffic in Louisiana. But he also be- 
lieves in getting the word out to every 
potential customer. Recently the sales 
staff completed an extensive campaign 
where they called on the major manu- 
facturers in the state to emphasize the 
company’s interstate service. 

Baudoin might also accompany one 
of his sales reps on a call or work out an 
unexpected problem at one of the ter- 
minals. “I'll do anything that needs do- 
ing,” is the way he puts it. “If I walk by 
the dispatcher’s desk, and the phone is 
ringing, I'll answer it. I believe in help- 
ing out whenever | can.” 

Goals for his territory include improv- 
ing total revenue, attracting more “major 
market revenue” (shipments that are be- 
tween 300 and 30,000 pounds), improv- 
ing backhauls and capturing FASTRAC 
traffic. 

“I’m really enthusiastic about FAS- 
TRAC. It’s the thing of the future,” 
Baudoin says, then reconsiders his state- 
ment. “No, it’s the thing of today!” 

FASTRAC, also known as Plan V on 
the railroad. is SP’s one-carrier service 
for intermodal shipments combining 
rail and truck, It features the most fuel- 
efficient form of transportation for long 
haul movements with the advantages of 
one carrier, one responsibility and one 
freight bill. 

With the reorganization of the sales 
and traffic function, Baudoin’s five ter- 
minal managers at New Orleans, Mor- 
gan City, Lafayette, Lake Charles and 
Alexandria are now considered “profit 
center managers” and are responsible 
for both the sales and operation of their 
terminals. They report to the RSM and 
have a key role in achieving the monthly 
sales goal set for the territory. 

“My job depends on people,” Baudoin 
says. “One of my on-going challenges 
is to make believers out of people— 
whether they are customers or employ- 
ees. If you show people you really care 
for them—that you're honest and will 
treat them fairly—then you'll get fan- 
tastic results.” OQ 
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With a Miniature SPTRAIN _ 
Chugging Around the Face Once a Minute! 


Unquestionably the most exciting watch to ever come 
down the track! 


An arrangement has been made with the factory to make 
these available to our employees at a reduced rate of only 
$39.95! (Plus $2.40 postage and handling.) 


Both men's (shown) and ladies’ models are available in 
either gold or silver finish with a little red, grey and black 
SP train going around the dial every minute. 


ORDER FORM 
Make checks payable to SP WATCHES, attach and mail to: 
SP WATCHES 


129 North Poplar St. 
Charlotte, NC 28202 


No. Price Handling Total 
Men's Silver $39.95each $2.40 
Men's Gold $39.95each $2.40 
Ladies’ Silver $39.95each $2.40 
Ladies’ Goid $39.95each $2.40 


Total Amount Enclosed 


Delivery shouid be made in 4 weeks or jess. 
Date: 
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The watches are 17 jewel, full lever, Swiss made, shock 
resistant, anti-magnetic, and have a full year’s guarantee. 


The price includes the watch complete with suede leather 
strap in a leatherette gift box with satin interior, 


So order your watches today as a perfect gift for wife, 
husband or even YOURSELF! 


Piease fill in Shipping Address Below. 


SP SALES 
429 North Poplar St. 
Charlotte, NC 28202 


SHIP TO: 
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Appointments 


COMMUNICATIONS DEPARTMENT: At San Francisca: E. 8. 
Barnes to chief telephone operator. 

ENGINEERING DEPARTMENT: At San Francisco: R. W. Abbott 
to track design engineer; W. Jobe to manager. rules and specifi- 
cations; R. H. Sluan to chief draftsman. 

INDUSTRIAL RELATIONS DEPARTMENT: At San Francisca: 
T. P. Cox to secretary, Board of Pensions; M, Georgeau fo labor 
relations officer; Ms. A. McCurdy fo special assistant; D. J. Payne 
to labor relations officer; J. 0, Willis to manager of affirmative 
action programs, at Los Angeles: Ms. S. R. Ferren fo district em- 
ployment officer. 

INTERMODAL SERVICES DEPARTMENT: At San Francisco: 
Ms. J.C. Snelling fo manager, cost control-IMS, H. £. German to 
assistant manager, cost control-iMS; R. J. Miller to supervisor, 
cost controt-IMS. at Dallas, C. E. Whited fo assistant area man- 
ager-iMS; at East St. Louis: J. W. Schaffer to area manager-IMS: 
at Houston; d. H. Akumada fo assistant area manager-IMS; at 
Los Angeles: X. K. Sasaki fo assistant area manager-IMS: at 
Oakiand: W. W. Fung fo assistant area manager-IMS. at Port- 
land: 7. Glomi, Jr. fo area manager-iMS. 

OPERATING DEPARTMENT: At San Francisco: J. W. Arm- 
strong fo safety officer: at Certitas: F. X. Carlin fo supervisor 
of training, at Eugene: J. W. Parker to safety officer. Houston 
Division: At Houston: M. P Figaro to chief clerk; at Baytown; 
4. N. Gardner fo assistant trainmaster. Lafayette Division: At 
Avondale: H. tL. MeBawell to trainmaster; at Beaumont: W. W. 
Garvin to trainmaster. Los Angeles Diviston: At Los Angeles: 
i. G. MeGtain to road foreman of engines, E. L. Hendrix fo senior 
assistant regional agent; W. J, Stevens to regional agent. Sac- 
ramento Division: At Roseville: 0. J. Xotibaba fo assistant su- 
perintendent. San Antonio Divisfon: At Eagle Pass: L. €. Slubar 
to assistant trainmaster. 

PACIFIC MOTOR TRUCKING COMPANY: At Burlingame: 
0. M. Heers to assistant to vice president & general manager: 
R. J. Dold to manager-data systems: 3. A. Hatog to manager- 
management services, W. 0. Hillebrend to general manager- 
auto transport: W. A. McCarthy fo assistant manager-manage- 
ment services: J. ¥. Raberts to manager-information systems; 
at Benica: F, Almeida to terminal manager; at San Jose: B, W. 
Menzies to terminal manager. 

‘SP LAND COMPARY: At San Francisco: Ms. M. A, Broutllette 
to assistant manager, administration; Ms. 0. M. Grosmark to 
financial analyst. 

TRAFFIC DEPARTMENT: At San Francisco: B. t. Alsup to 
assistant product manager: W. J. Brickwedel to manager pricing- 
equipment utilization; H. E. Burdenski to manager of budgets: 
HA. Bel Mar fo manager, government traffic: J. F. Elebractt to 
product manager: &. L. Erickson to product manager: W. L. Fer- 
guson (0 service planner: C, ¥. Iden to budget coordinator. M. b. 
Kennedy to equipment planner: R. 0 Mclntyre to advertising co- 
ordinator; T. W. Smith fo group manager-contract cars division; 
M. V. Taylor fo manager, advertising & marketing communica- 
Hons; W. E. Valentine to assistant manager pricing-equipment 
utilization: at New York: R. M. Lamsback fo sales representative; 
0. W. Rhodes to account executive; at Los Angeles: 8. €. Brill 
to sales representative; at Oakland: A. &. Haslacher to sales 
representative, W.H. Moore to staff assistant; LE, Sulton to 
manager-sales administration; at Portland: K. F. Cannard to 
manager-intermodal sales: at Salt Lake City: 6. W. Nicholson 
to sales represeniative; at San Jose: Ms. 8. A. Harper to sales 
representative; at Stockton, A. A. Baroni fo safes representative: 
0. M, Smith to account executive; D. J, Transane to senior sales 
representative, 

TREASURY DEPARTMENT: At San Francisco: Mrs. BK. Powell 
to manager of treasury operations. 


Retirements 


GENERAL OFFICE, SAN FRANCISCO: LW. Bange, trailer flat 
car clerk; R. M, Lee, senior rate clerk: W. J. Murphy. assistant 
head janitor; 4. B. O'Toole, manager-Rules & Specifications: J. R. 
Tidveson, head clerk; A. 8. Wade, buyers clerk. 

HOUSTON DIVISION AND REPAIR PLANTS: G. W. Chinnis, 
yard helper: L. C. Crow, focamotive engineer: L. S. Janes, Jaborer: 
MJ. McCallum, 45.6. clerk; 3. C. Perez, track foreman: W. D. 
Russetl, cash sheet checker; W. V. Shaw, car inspector; A. S. 
Spencer, conductor; 8. H. Starks, yard helper: A, K. Stusrt. general 
clerk; F. Wilson, faborer. 

LAFAYETTE DIVISION: F. S. Gest, (BM Clerk; R.E. Himal and L. 
Landry, machine inspectors; L. J. Nien, electrician foreman: C. 
M. Strahan, yard helper; B.-G. Tappet, yardmaster: C.K. Williams, 
fireman. 


LOS ANGELES DIVISION AND REPAIR PLANTS: A. E, Ander- 
son, freight carman; A. Arce, car inspector; H.C. Anderson and 
W. & Bray, focomotive engineers; J. Bosman, engine foreman: 
C. Carabajal, car inspector, K. £. Caray, engine foreman; S. Cas- 
teneda, relief crane operator, J. Carona, track foreman: LP, Cross- 
ley, machinist; £. W. Driscoll, clerk; C. Gillenwater. car inspector: 
E, Hernandez, sheet metal worker; L. C. Hopkins, yard helper; J. A. 
Hubbs and 9. §. Losorelll, focomotive engineers; J. &. Lang, con- 
ductor; i. H, Lorona, yard clerk; R. P. Magnuson, senior zone ac- 
counting clerk: JR. Mahoney. conductor, LL McCune, locomotive 
engineer; £. J, Michener. carman: L. E. Miller, yard hefper; XV. 
Rivera, fuel olf attendant: B. Sanchez, fork lift operator: G. J. San 
chez, motor truck operator: R. L. Snytter, industrial clerk; 0. C. 
Stogden. /aborer; J. W. Tall, efectrical foreman; W. B. Tate, yard 
clerk; J, E. WiikInson, conductor. 


Expert Driver 
SPTofT&L Driver W. J. Briscoe of 
Lake Charles, La., received an Expert 
Driver Award and a 20-year safety 


medal from the National Safety Coun- 
cil for his accident-free record. 


GREGGN DIVISION: J. W. Gilbert. conductor; F. P. Gonzalez, 
faborer; E. &. Gregory, yard clerk; J. ¥. Gross and |. H. Havercrott. 
car inspectors: A. H, Hagen. electrician: R. 4. Hutcheson, focomo- 
tive engineer; 0. E. Johnson, carpenter; 8, E. Lancaster, soadmas- 
ters clerk, E Lehman, TOF clerk: W. A. Lopuson, brakeman: #. F. 
Martin, faborer: G. M. Nisle, signa! maintainer; E. 0. Owens, assis- 
tant signal supervisor: E. ©. Owens, signal operations manager: 
C. F. Potstont and R. M. Reed, machinists; £. K. Richmond, crew 
dispatcher; #. A. Sokolosky and Y. W. Utterback. conductors; £. T. 
Terry, car inspector: H. V. Wenner, laborer: t. 0. Witams, carpen- 
ter: V. 0. Wills, freight bill clerk; H. 0. York. signal maintainer. 

SACRAMENTO DIVISION AND REPAIR PLANTS: S.R. Adame, 
Section Stockman; F. E. Aaron, A, L. Batchelor and M. 4. Colbert, 
carmen; M. Cornejo, ballast tamper operator: J. €. Cuellar, ship- 
ping & receiving clerk; 4.1. Digrlgorio, carman; W. R. Elam, faborer: 
W. 6. Franklin, focomotive engineer; §. A. Granda, industry clerk; 
F. J. Hargen, head steno clerk: W. Heffner, trainmaster; C. E. ison, 
supervisor quality controf: T. K. Krauss, machinist: 8. B. McKeon, 
carman; H. J. Mithielsen, car offer: C. R. Moore, car inspector: 
R. J. Neeley, engine foreman: L 8. Radas, focomotive engineer: 
R. E, Pechnik, wire chief tefegrapher; B. Roberts. water service 
foreman; 0, A. Ruiz, aborer; &. J, Sharp, yard helper; E. W. Walls, 
conductor. 

SAN ANTONIO DIVISION: F. Cabasos, apprentice foreman: 
M. A, Fischinger, iocomotive engineer: 4. T. Hendricks, industry 
aad transfer clerk: A. M. Johnson, focomotive engineer: T. Lee. 
faborer, R, Ramos, stevedore; & ©. Raske, signal maintainer: 
E. F. Pecena, B&B helper; A. Quevedo, faborer; M. F. Underhill, BM 
crew clerk, 

TUCSON DIVISION: J. Araujo, car inspector: E. 6. Caldera and 
d, Mi. Contreras, faborers. K. W. Collins, locomotive engineer: F. A. 


Dight. claim inspector; E. M. Dryden and £. 0. Fuller, conductors; 
M. R. Hernandez, grinder operator; C. E. Howell, yardmaster; &. 8. 
Jacquez, janitor; €. 8. Mirahal. car inspector; £. £. Moore, yard- 
master; J. B. Pace, tefegrapher-clerk; A. M. Richards, engine fore- 
man: A.C. Rosas, machinist; B. €. Waller, yardmaster: 6. R, Wilton, 
attic service clerk. 

WESTERN GIVISION: C. A. Anderson and S. Calamoneri, /oco- 
motive engineers; K. 4. Chilton, car inspector; 8. W, Cole, car- 
man: A. 0. Caller, assistant track foreman; B.C. Connor, secretary 
to superintendent; T, R, Harton, yardmaster: P, Lovecchia, freight 
carman: N. Marriott, baggage feport clerk; A. J, Mariln, signal- 
man; J. 8. Miraman, conductor; A. J. Montedonleo, janitor; W. E. 
Nelson, engine foreman: K. W. Partington and £, H. Raabe, yard 
helpers, 0. T. Rapley, signal foreman: J. 8. Richards, clerk; J. J. 
Scholl, demurrage clerk: B. J, Wahlin, signalman: ND, Wells, treight 
carman. 

OTHERS: B. R. Johnson, president, PMT, Burlingame; J. 6. 
Helwig, terminal manger, PMT. San Jose; €. M. King, mainte- 
nance supervisor, SPPL, Colton. NWP: C. 0. Colombo, focomotive 
engineer; 0. W. Darling, freight carman; U, data, laborer. 

COTTON BE A. Abbott, extra gang foreman: C. £. Coleman. 
engine foreman: H.D. Cooper. machine operator: &. A. Durham, 
Steno clerk: C.F. Engtish, focomiotive engineer: C. Gridiran. motor 
truck operator; H. ¥. Lohngs, assistant signal supervisor; J. 8. 
Matthews, Jocomotive engineer; €. C. Ogden, switchman: A. M. 
Pomeroy. conductor; W. 1. Singleton, yardmaster: 8. H. Stanlield. 
brakeman. 


Deaths 


GENERAL OFFIGE, SAN FRANCISCO: B. Wong. track design 
engineer. Pensioners: H. A Coffey, clerk; J. A. Galbraith, chietcterk- 
Traffic: M. F. Boetzel and S. K. tal, clerks; HL Hixon, district 
fineman, J. M. Bukllenker, clerk, 

HOUSTON DIVISIGN AND REPAIR PLANTS: 1 &. Brooks, 
forklift crane operator. Pensioners: G. G. Mendez, machinist’ E. 
Mites, equipment operator; R. £. Milter, stevedore; K. J. Records. 
machinist: &. J. Springlield. senior chief train dispatcher: A. E. 
Stoker, car repairman; E. Williams, machinist helper. 

LAFAYETTE DIVISION: P. F, Martin. freight carman-welder: 
C. J. Sam, porter; L. W. Stoddard, switchman. Pensioners: E. K. 
Crume, te/egrapher operator: J. Selden and F. P. Martin. faborers. 

LOS ANGELES DIVISION AND REPAIR PLANTS: J. Ayala, 
Store foreman: G. E. Dayen. switchman: F.L. Rogers, clerk: C. Tyler 
section Stockman. Pensioners: 4. Blume, machinist foreman: 
N. A. Chavez, freight carman; F. M. Delgadilic, car inspector: W.M. 
Fagan, clerk-baggageman: X. C. Giles and L. A. Hanion, clerks, P. 
Heredia, laborer; J. Herndon. conductor; W. A. Hodgson, carpenter; 
D. Heaps and R. B. King, car inspectors, A. G. Koehl, carman helper: 
L. 7. MeGabe, conductor; T. H. Nabarra, foreman: H. M, Peterson, 
clerk, W. G, Sullivan, B&B carpenter; C. 0. Weeks, machinist: J. W. 
Van Sickte, diese! helper; M. F. Whalen, welder. 

OREGON DIVISION: Pensioners: L. A. Brown, carpenter: J. 6. 
Chaney. conductor: F. J. Davis. focomotive engineer: 0.1. Gormley. 
track walker: J, F. Yoakum, conductor. 

SACRAMENTO DIVISION AND REPAIR PLANTS: W. Carmassi, 
bipelitter. Pensioners: K, K. Berger, conductor: W. M. Brennan, 
district road foreman of engines: A. E. Cartwright, focomotive 
engineer: G. F. Cristonl, machinist. 8. Dulgar, conductor; A. Giusti, 
section foreman: F. Harms. chemist: 1, L. Magee, car inspector: 
M. Matulich, carman; F. L. Murphy. brakeman; 1. Pischi, faborer: 
W.H. Reisinger, signa/ foreman; L. 6. Sambocetf and 0. Scaglione, 
boilermakers; E. G. Scott, laborer; J. Simmons, electrician; S. M. 
Spencer. focomotive supptyman: J, Vasquez, freight carman; 4.6, 
Wortman, clerk, 

SAN ANTONIO DIVISION: Pensioners: J. . Florez, faborer: 
B. E. Price, machine operator: 8. Wilasenor. assistant section 
foreman, 

SAN JGAQUIN DIVISION: Pensioners: E. A. Burke. traveling 
freight & passenger agent; 0. Nt. Crain, focomotive engineer: €. 0. 
Garrison, assistant signal supervisor: J. Hayes. pipetitier: A. J. 
Richmond, clerk. 

TUCSON DIVISION: Pensioners: E. Brown, Jaborer: J. A. Camp- 
bell, cferk; V. V. Fares, painter, M, L. Goad. brakeman; M.D. Rupert, 
clerk; J, Scott and G. A. Whitaker. facomotive engineers. 

WESTERN DIVISION: R. H. Hill, clerk-baggageman. Pension- 
ers: F. Brown, switchman. €. R. Caldwell, conductor: P. Champaris, 
freight carman: E. X. Fussell, warehouse foreman; W. L. Juarez, 
laborer: M, Mortis. fecomotive engineer: #. £. Mower and M. P. 
Riabovich, clerks: T. Perez, section foreman; A. N. Steingasser. 
conductor; W. P, Urbick and G. A. Westlake. yardmasters: 7. $. 
Witson. switchman; C. B. Winn, TMC mechanic, 

OTHERS: J. W. Hoolen, /ocomotive engineer and C. R. Jacks, 
freight car welder, both with Cotton Belt. Pensioners: J. Bala- 
matis. faborer, NWP. J. 2. Gonzalez, track foreman and R.M. Hilt, 
maéninist. both with SD&AE: B.C. Roy. clerk, Cotton Belt: W. 
Stewart, mail & baggage handler, LAUPT. 
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When PFE's Tim Walsh visited St. Patrick's Dav Care Center.a United 
Way agency in San Francisco, some of the children found him an irre- 
sistible attraction. Little did they know that-Walsh coordinated SPs 
record breaking United Way campaign in the San Francisco Bay Area 
cand that St. Patrick's would be one of the agencies benefiting from the 
generaus comributions made by SP employees. See page 8 for the com- 
plete story on how employees throughout the system responded to this 
year’s United Wawappeal. 
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